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PwC:  What are the advantages and disadvantages of starting a software company in an emerging 
market? 
 
Marko:  Emerging markets usually provide less stable, less transparent and less predictable political 
and economic environments. Generally it is more difficult to find people (or even organisations) with 
experience in international trade—they are often used to following instructions from abroad rather 
than taking the lead and responsibility and defining strategies to be followed globally. On the other 
hand, emerging markets are often less saturated, and global vendors are less established—this means 
there is more space to win market share readily just by offering quality and by being smarter.  
 
 
PwC:  As the software industry becomes more global, and developers can establish operations 
anywhere, how will the market change? Will it become more fragmented because of specialisation? 
 
Marko:  For the customer it becomes more transparent—software and services are easily available 
anywhere and the physical location of the vendor often doesn’t play a role. On the other hand, for us it 
offers the opportunity to seek the best IT and other talent from all around the world, and we use this 
extensively.  
 
 
PwC:  How will software change? Will software be cheaper, better, or … something else? 
 
Marko:  Yes, cheaper and better. The risk I see is the tendency to convert the traditional business 
model, where you pay directly for a product or service, to a less transparent model where you get 
a product or service seemingly for free. Such models provide fewer incentives and financial means to 
consistently improve the product or service, and they deform the market for everybody. 
 
 
PwC:  To what extent are emerging-market companies pursuing subscription or licensing?  
 
Marko:  Perpetual licenses are becoming rare, even in areas where they used to be the norm or logical 
(e.g. for hardware). Pay as you go is nothing new in the software industry; what is changing is that the 
periods are becoming more flexible (shorter) and renewals more automatic, sometimes perhaps too 
automatic. 
 
 
PwC:  What percentage of your revenue comes from in-country versus across borders? How do global 
exchange rates affect the software industry?  
 
Marko:  Currently, more than 95% of our revenue comes from abroad and this share will continue to 
increase. We sell in 200 countries and territories around the globe and the exchange rates are very 
volatile, even for major currencies. This can significantly alter the financial results for a company. We 
have had to develop planning and reporting rules and tools that can deal with these fluctuations and 
show our real business performance in the market. It is a pity that such an approach is lacking in many 
reports produced by leading analytics companies.  
 
 


